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THE ENERCON CAPABILITY 



PRIME POWER FOR MISSILE DEFENSE SYSTEM 


Enercon Engineering is proud to contribute to our Nation’s missile defense commitmenlThe Terminal 
High Altitude Area Defense - Prime Power Unit (THAAD-PPU) is designed and manufactured 
by Enercon Engineering. Lockheed Martin is the prime contractor and systems integrator for theTHAAD 
Weapon System in partnership with Raytheon and Milton Cat This transportable power unit furnishes 
primary power to the THAAD radar components. The PPU consists of two diesel engines, paralleling 
switchgear, and an associated control and interface computer using the latest layered 3D operator 
interface software. It is also compatible with various fuels including JP8; and has Electromagnetic 
Interference, High-Altitude Electromagnetic Pulse, and Nuclear, 

Biological and Chemical protection. 

The PPU generates 1.3 Megawatts of 
continuous 4 1 60-volt, 3-phase power. 
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“Thanks... to the ComRent team... 
(we accomplished) successful 
completion of an aggressive two 
day full systems integration testing 
regimen with full design load. ...” 

Ron Vysma 
Project Manager/Engineer 
Community Heath Network 



CR922 Medium Voltage Load Bank 


For more than a decade, ComRent® has set the standard 
for load banking primary and backup power systems. 


ComRent® 

888.881.7118 ComRent.com 


LOAD BANK RENTALS & SERVICES 


EVENTS CALENDAR 


Industry Trade Shows 

Diesel Progress Online Show IX 

Through March 24, 201 1 

Diesel Progress magazine’s ninth annual online show highlights 
OEM components and systems. For more information, visit www. 
dieselprogress.com 

POWER-GEN India & Central Asia 2011 

May 5-7, 2011; New Delhi, India 

The region’s leading exhibition and conference for the power 
generation, transmission and distribution and water industries. To 
exhibit, contact Kelvin Marlow at exhibitpgica@pennwell.com 

Power-Gen Asia 2011 

September 27-29, 2011, Kuala Lumur, Malaysia 

The region’s premier conference and exhibition for the power 

generation, renewable energy and transmission and distribution 

industries. To exhibit, contact Bridgett Morgan at bridgettm@pen- 

nwell.com 

POWER-GEN Middle East 2011 

October 24-26, 2011; Doha, Qatar 

The region’s premier conference and exhibition for the power 
generation, transmission and distribution and water industries. To 
exhibit, contact Bridgett Morgan at bridgettm@pennwell.com 

POWER-GEN International 2011 

December 13-15, 2011; Las Vegas, Nevada 

The world’s largest show for power generation, featuring the EGSA 
On-Site Power Pavilion. For exhibit information, contact EGSA at 
(561) 750-5575, ext 205 or e-mail Jalane Kellough at J.Kellough@ 
EGSA.org 


Conferences 

PowerTest 2011 

February 21-24, 2011; Arlington, VA 

The Electrical Maintenance and Safety Conference is designed to 
inform and educate those involved with or responsible for electri- 
cal power systems. For more information, visit www.powertest.org 

EGSA 2011 Fall Technical & Marketing Conference 

September 18-20, 2011; Baltimore, MD 

Speakers will cover business and technical aspects of On-Site 
Power Generation and current industry trends. Information and 
registration will be available online at www.EGSA.org or call (561) 
750-5575. 

EGSA 2011 On-Site Power Generation Schools 

The most complete overview of an On-Site Power Generation Sys- 
tem available anywhere today. Now offering Continuing Education 
Units (CEUs)! For information, visit www.EGSA.org or call (561) 
750-5575. 

Basic Schools 

New Orleans, LA June 7-9 

Minneapolis, MN October 25-27 

Las Vegas, NV December 13-15* 

*To be held concurrently with POWER-GEN International 2011 

Advanced Schools 

Charlotte, NC April 4-7 

Pittsburgh, PA August 1-4 



Your Premier Manufacturer of 
Generator Enclosures and Base Tanks 



phoenix products™ 

A Division of Ring Power Corporation 

904 - 354-1858 

phoenix.sales@phoenixprods.com 

DESIGN * MANUFACTURE * INSTALLATION SUPPORT 

Manufacturing facilities in Jacksonville, FL and Oakdale, CA 
www.phoenixprods.com 
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Disclaimer 


Powerline magazine is wholly owned and operated by the Electrical Generating Systems Associa- 
tion (EGSA), and includes advertising, press releases, editorials, and other materials and information 
submitted by third parties, and gathered by EGSA, its publisher, and its agents, and from contributors. 
This information is passed along by EGSA for the interest of its members only With regard to products, 
services, and information mentioned, advertised, or printed, EGSA, its publisher, and its agents, do not 
investigate the merit, accuracy, or value of the material or information, and make no representations, 
warranties, or endorsements of any kind, and hereby disclaim any responsibility to parties using such 
products, services, or information. Readers’ activities are at their own risk. 

With regard to editorials, letters to the editor, columns, and any other opinions expressed herein, 
EGSA, its publisher, and its agents, do not ratify, adopt, endorse, or verify such opinions, and hereby 
state that any opinions, express or implied, are solely those of the speaker. No information is to be re- 
garded as legal advice and reliance thereon and accuracy of statements is hereby disclaimed. 

With regard to information contained herein generally, EGSA, its publisher, and its agents, do not 
guarantee, represent, or verify the accuracy of any information. EGSA, its publisher, and its agents, en- 
deavor to provide accurate information, but cannot guarantee the accuracy and hereby disclaim liability 
for any reliance on the information contained herein. 

EGSA, its publisher, and its agents, make no representations, warranties, or endorsements of any kind 
of the information, opinions, and advertisements contained herein, do not assert the accuracy of any 
statements, and all reliance thereon is hereby disclaimed. 


President 

John Kelly, Jr., Kelly Generator & Equipment, Inc. 
jekelly@kge.com 

President-Elect 

Michael Pope, Sud-Chemie, Inc. 
Michael.pope@sud-chemie.com 

Vice President 

Debra Laurents, Cummins Power Generation 
debra. m. laments @cummins . com 

Secretary-Treasurer 

Vaughn Beasley, Ring Power Systems 
vaughn. beasley@ringpower. com 

Immediate Past President 

Ron Hartzel, Eaton Corporation 
rondhartzel@eaton. com 

2011 EGSA DIRECTORS 

Brian Berg, Bergari Solutions, LLC 
David Brown, Kohler Company 
Brad Lennell, Chillicothe Metal Co., Inc. 

Robert Hafich, Emergency Systems Service Company 
Larry Perez, Basler Electric Co. 

Ronald Schroeder, ASCO Power Technologies 
Mark Steele, Technology Research Corporation 
Greg Walters, HotStart 
Mike Witkowski, Pritchard Brown 

EGSA STAFF 

Jalane Kellough, Executive Director 
Herbert V Whittall, Technical Director 
George W Rowley, Director of Education 
Liz Bustamante, Membership Manager 
Cara Collins, Manager, Conventions & Meetings 
Peter A. Catalfu, Manager of Communications 
Jim McMullen, IT Director 
Sherry Montiel, Staff Accountant 
Kelly Wilson, Office Manager 

SERVICE INFORMATION 

For Subscriber orders, change of address, reprints, 
and back issues (when available), contact: 

Editor, Powerline magazine 

1650 S. Dixie Hwy, Suite 400 • Boca Raton, FL 33432 
561/750-5575 • Fax 561/395-8557 
e-mail@egsa.org • www.EGSA.org 

Powerline is published six times per year on a bi-monthly 
basis. Articles and information submitted for publication 
should be forwarded to the attention of the Editor at the 
address above 30 days prior to publication. Technical 
articles and articles of general interest to the electrical 
generation industry are actively sought and encouraged. 
Powerline reserves the right to limit information appear- 
ing in its pages to that which, in its sole discretion, will 
reflect positively on EGSA and the industry which it 
serves. 

Throughout every issue of Powerline, trademark names 
are used. Rather than place a trademark symbol at every 
single such occurrence, we aver here that we are using 
the names in an editorial fashion only. EGSA has no 
intention of infringing on these trademarks. 

Electrical Generating Systems Association 

1650 S. Dixie Hwy, Suite 400 • Boca Raton, FL 33432 
561/750-5575 • Fax 561/395-8557 
e-mail@egsa.org • www.EGSA.org 



www.EGSA.org 


Powerline • March/April 2011 





John Kelly , Jr. 
2011 EGSA President 
jekelly@kge.com 


FROM THE TOP 


Marketing EGSA 


I n my last column, I wrote about how I meet 
many people in my daily business dealings that 
have never heard of our association. Most of these 
people are outside of our immediate circle of man- 
ufacturers, distributors, dealers, reps, and service 
companies, and EGSA’s relative anonymity handi- 
caps our efforts to improve the industry. 

Our Technician Certification Program in par- 
ticular needs EGSA’s name and logo to be rec- 
ognizable to companies and personnel that buy, 
use, maintain, and rely on their on-site power 
generation equipment. I believe that only when 
inspectors, electrical engineers, and others start 
asking for firms that utilize EGSA-certihed tech- 
nicians will the program have a chance to make 
a significant impact on our industry. 

The solution to getting our program accept- 
ed is to make EGSAs name as recognizable and 
respected with our customers and regulators as 
NFPA or IEEE is to theirs. I realize that this is a 
bold statement and a challenging goal, but it is 
absolutely essential that we embrace it. 

I’d like to tell you about a few of the things we 
are doing to accomplish that. 

Most importantly, the leadership of the or- 
ganization has put a high priority on marketing 
EGSA to non-members. Our recently completed 
Strategic Long Range Plan has increased visibility 
as one of its main goals, and we have begun to 
invest significant resources in marketing. 

You may have read that we have established 
a full-time staff position dedicated to marketing. 
We have always had a great staff, but the Board 
felt that it was necessary to have someone whose 
entire work day is dedicated to coming up with 
new ideas for getting the word out about EGSA 
and then implementing them. 

While we have had some turnover at this po- 
sition lately, those of you who attended our Fall 
Technical & Marketing Conference in California 
saw a small part of what has come from the Mar- 


keting Manager position. Before that Conference, 
we may have had the random consumer of on-site 
power attend, but we made a concerted effort last 
Fall to bring them in by providing educational 
opportunities designed especially for them - and 
sending special marketing materials to building 
owners, managers, and support personnel in the 
states surrounding the Conference location. We 
were very pleased at the number of end-users 
who took us up on our offer, and we are repeat- 
ing those efforts for this Spring Convention. 

That’s just one small initiative, and more are 
in the works that have the potential to reach a 
much larger audience. 

For example, along with Diesel & Gas Tur- 
bine Publications, we are undertaking an over- 
haul of the annual Buying Guide of On-Site Power 
Generation Systems and Services. We hope to make 
it significantly more useful as a way to help con- 
nect consumers of on-site power with member 
providers, and we are looking into ways to get 
it into the hands of people peripheral to the in- 
dustry who have never before received it, such 
as building managers and owners, fire and safety 
inspectors, engineers, and more. 

I am personally very excited about a new part- 
nership we are forging with Building Operating 
Management’s NFMT (National Facility Manage- 
ment Technology) Show. We are working on a 
comprehensive co-marketing deal with NFMT 
that will include advertising trades, direct mail 
to each other’s lists of members/attendees, and 
an on-site power pavilion like the one we cur- 
rently sponsor in the Power-Gen International 
trade show. This partnership will help us spread 
the word about EGSA to a whole new audience in 
a comprehensive way. 

We have a lot of work to do, and we need even 
more great ideas, but I have every reason to be- 
lieve that we are now on our way to significantly 
wider recognition and esteem. ■ 
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EDUCATION 



George Rowley 
EGSA Director 
of Education 
G.Rowley@EGSA.org 


Certification Update 


T he Technician Certification Program has 
reached a milestone by celebrating its 6th an- 
niversary! 

Technician Certification: Where We've 
Been - Where We're Going 

There is a great deal going on with EGSA edu- 
cation programs “behind the scenes” that I ex- 
pect to come to fruition soon. We are working on 
many levels to create new educational opportu- 
nities for the industry as well as to improve our 
existing programs. 

Our most signifcant educational initiative - 
the one that has the greatest potential to impact 
our industry in a very positive way - is our Tech- 
nician Certification Program. With all that has 
happened with this program over the last few 
years, I find that it is important every once in a 
while to review where we have been, where we 
are, and where we are going. 

THE TECHNICIAN CERTIFICATION 
PROGRAM 

The value of certification - Our certification 
program and test established standards of per- 
formance and knowledge for generator service 
technicians. By passing the test, each tech has 
demonstrated proficiency and a level of knowl- 
edge and skill that proves that he or she knows 
what they are doing. They are decisively able to 
set themselves apart from “back yard” mechan- 
ics. And everyone, from manufacturers to end us- 
ers, can have confidence that a certified tech has 
the skill and knowledge to install, maintain, ser- 
vice and repair expensive and complicated power 
generation equipment. 

Where we have been 

As was mentioned in the last issue of Power- 
line , our technician certification program began 
in December 2005 when 57 hand-picked techni- 
cians from across the United States volunteered 
to take the pilot test. Those techs were trailblaz- 
ers of sorts as they had no way to formally pre- 
pare to take the test. The purpose of the pilot test 
was to enable us to validate it and, as a result of 
their performance, we were able to develop the 
Study Guide. The Study Guide is very helpful to 
those who are preparing to take the tests and will 
really help them have success. 

Pilot Test - We wanted the test to be appli- 
cable to techs that had 5 or more years experi- 
ence and the results of the pilot test indicate that 


it did what it was supposed to do - identify those 
technicians who have working knowledge of the 
electrical and mechanical components of a gen- 
set, and that are proficient installing, servicing, 
and maintaining one. Here are the results of the 
pilot test: 56 % of those who took the pilot test 
passed it; 84 % of the techs with 5 or more years 
experience passed; 65 % with 2 to 5 years experi- 
ence passed; but only 17 % of the techs with one 
year or less passed it. Clearly, experience matters. 



Where we are 

Our first official and fully validated test was 
taken July 27, 2006, but since only 15 techs pass- 
ed the test in 2006, we have a tendency to look 
at the program as being fully functional begin- 
ning in January of 2007 to the present. And as 
mentioned last month, techs that passed the pi- 
lot test began taking the test for recertification in 
November. 

Rate of Testing/Passing/Number of Certi- 
fied Techs - As can be seen from the chart above, 
testing peaked in 2008 (134 tested; 116 passed), 
but has been fairly steady the last two years with 
an average of about 106 taking the test and about 
85 passing it in 2009 and 2010. As of the end of 
2010, 509 techs had taken the test since program 
launch, and 416 (81.7%) have passed it. 

It has become an International Test - We 
are very proud that technicians in other coun- 
tries have embraced our test, and that they and 
their employers can see the value of certification. 
Currently there are 19 certified technicians in 
Ontario, Canada, eight in Trinidad, and one each 
in British Columbia, Canada; France; Guam; and 
Manitoba, Canada. 

Continued on page 13 
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If your diesel engines are in continuous or peak 
shaving operation, GTI Bi-Fuel® delivers the power 
to reduce your fuel costs — substantially. 

This patented system draws low-pressure, clean 
burning, natural gas into the engine, substituting 
it for a large portion of the diesel fuel, lowering 
costs, and reducing the need to haul diesel fuel to 
the site. 

Proven in hundreds of installations, GTI Bi-Fuel® 
is an easy retrofit requiring no engine modification. 

Find out more about the benefits of GTI Bi-Fuel® 
at www.gti-altronic.com, or call 330-545-4045. 


altronic 

HOERBIGER Engine Solutions 


' 


HOERBIGER 

GTI Bi-Fuel ® — A Product 
of the HOERBIGER Group 


ARE DIESEL 

COSTS 

SQUEEZING 

YOUR 

PROFITS? 



CODES & STANDARDS 


l 



Herb Whittall 
EOSA Technical Advisor 
HWhittall@comcast.net 


NEC Article 708, Bio-Diesel Issues, 
and Low-Voltage DC 


I read many industry publications looking for 
information to pass along to Powerline readers, 
and I recently found a very informative piece in 
the January/February issue of IEEE Industry Appli- 
cations Magazine concerning The National Electric 
Code Article 708 - Risk Analysis for Critical Opera- 
tions Power Systems. 

Written in the past cycle by Panel 20, Article 
708 has now been turned over to Panel 13 and oth- 
ers. It was created at the request of the Homeland 
Security Agency as a set of criteria that the gov- 
ernment can use to designate an installation as a 
Critical Operations Power System (COPS) or a Des- 
ignated Critical Operations Area (DCOA), which 
would be enforced by the Authorities Having Ju- 
risdiction (AHJs). Essentially COPS and DCOAs 
are critical to the continued operation of essential 
services in case of an emergency or attack. 

The main meat of the Article is in section 708.4 
Risk Assessment; 708.5 Physical Security; 708.6 
Testing and Maintenance and 708.8 Commission- 
ing. I urge you to pick up a copy of the IEEE maga- 
zine or visit www.ieeexplore.ieee.org to read about 
Article 708 in detail. 

NFPA 

A meeting of the committee to consider pro- 
posals for the 2013 editions of NFPA 110 Stan- 
dard for Emergency and Standby Power Systems and 
NFPA 111 Standard for Stored Electrical Energy 
Emergency and Standby Power Systems was held 
in Nashville, Tennessee, January 10 - 12. This 
meeting covered all the proposals submitted to 
NFPA requesting changes to the previous edi- 
tions. There were 49 proposals and 14 committee 
proposals for NFPA 110 and 8 proposals and one 
committee proposal for NFPA 111. 

The meeting covered fuels and fuel qual- 
ity, specifically bio-diesel, which is not well ad- 
dressed in NFPA 110. The government is push- 
ing B-5 blends (5% bio and 95% diesel) to try 
and lower the amount of foreign oil we import. 
B-10 and higher percentage blends may be rec- 
ommended in the future. 


It seems that bio-diesel has a much shorter 
shelf-life than plain diesel fuel, beginning to de- 
teriorate after 6 months depending on storage 
conditions, and adding bio-diesel to a tank that 
contains straight diesel will make the combined 
fuel start to deteriorate sooner. 

Unfortunately, there are no current laws or 
standards that make a fuel supplier tell custom- 
ers whether or not they are receiving bio-diesel 
when they get a shipment of fuel. Even the fuel 
supplier may not know whether the fuel he is de- 
livering is bio-diesel. 

To help fix this problem, wording will be add- 
ed to the 2013 edition in 5.1.1 (1) and (2) refer- 
ring to the appropriate ASTM standard and the 
engine manufacturer’s recommendation. 

In that same chapter, in 2005, the wording 
was changed in what is now 5.1.2 making 96 
hours of fuel mandatory for level 1 EPSS Class 
X installations. This was an inadvertent error. At 
the recent meeting, 5.1.2 was deleted from the 
required part of NFPA 110 and added with modi- 
fications to the Annex as part of A.4.2. It will 
reflect pre-2005 wording which required the 96 
hours of fuel only if the facility was to operate as 
level 1 for that length of time. 

All of these revisions passed with only 5 ar- 
ticles getting one negative vote, so they will be 
published in the ROP available on-line on June 
24. Comments submitted concerning these pro- 
posals will be accepted until August 30. The 
committee will reconvene sometime in late Sep- 
tember or early October to review comments, so 
none of the revisions are cast in stone just yet. 

Low Voltage DC 

The National Electrical Manufacturers Associ- 
ation, Underwriters Laboratories and NFPA will 
be sponsoring a workshop for Low Voltage DC 
at the Hilton Crystal City, Arlington, Virginia on 
April 8, 2011. The workshop is titled “How and 
Where Does LVDC Fit into the Sustainability 

Continued on page 12 
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The new RUSSELECTRIC 

30-CYCLE TRANSFER SWITCHES... 

Selective coordination just got a whole lot easier! 


The National Electrical Code 
mandates selective coordination of overcurrent devices 
in emergency and legally required standby power systems. 

UL labeled and listed for 30-cycle closing and withstand ratings 
based on testing per UL Standard 1008, new Russelectric RTS 
Series automatic transfer switches allow selective coordination 
of upstream overcurrent devices with downstream devices. By 
allowing those devices closest to the fault to interrupt power, 
these 30-cycle-rated switches dramatically simplify both the 
specification and coordination of overcurrent devices. 

Russelectric RTS Series switches are available with continuous 
current ratings from 100 to 4000 A. No other manufacturer 
offers such a comprehensive line of 30-cycle-rated switches. 

For ease of application, performance, flexibility, and long life. . . 
Nothing comes close to Russelectric RTS Series switches. 


1 - 800 - 225-5250 

www.russelectric.com 


c f3u&&2lectrio 

Power Control People You Can Rely On 


An Equal Opportunity Employer 


A o Employee-Owned C o m p> a o y 



CODES & STANDARDS 
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IS YOUR BUSINESS 
EMERGENCY GENERATOR READY? 




Puzzle?” It has to do with generation, distribution and utiliza- 
tion of low-voltage DC energy. One session will cover the codes 
and standards challenge with Mark Early, NFPA Assistant VP, 
and another session, presented by Underwriters Laboratories, 
concerns taking a system approach to LVDC. You can End more 
information on it at: http://psiaei.com/LVDC%20Info/LVDC/ 
hles/LVDC%20Workshop-flyer-110204.pdf. 

UL Standards 

I am a member of a “Small Engine Task Group” organized 
by Underwriters Laboratories to look at UL Standards noting 
inconsistencies, unrealistic or inappropriate requirements or 
factors not addressed in current standards. The task group is to 
prepare a recommendation to UL on how to amend any of these 
standards that may need it. The standards we are looking at are 
UL 558, UL 1248, UL 1602, UL 1776, UL 2200 and UL 2201. 
If you have any problems or comments concerning any of these 
UL standards, please contact Herb Whittall ASAP at hwhittall@ 
comcast.net. ■ 



[listed 


Powertron 400 UL Amp 


POWERTRON quick connect/tap box 

• What is the disaster recovery plan for your business? 

• What do you lose during extended power failures? 

• What are your critical electric power needs? 

• Are you prepared to connect temporary power quickly? 



powertron 

www.powertronsolutions.com 

847 - 956-5000 




In the business of power, 
you have to have 

CONNECTIONS 


• Cam Connectors 

• Cable Assemblies 

• 4/0 Type W In Colors 

• Bulk Cable 

• Distro Boxes 


Call Us 

800 - 334-9630 

www.showmensupplies.com 

Showmen Supplies, Inc. 


Connect with us for quantity 
discounts and volume pricing 
on a vast selection of : 



Our best work begins by 
thinking outside the box. 

I _ i r 



Our best ideas go inside. 

At Robinson Custom Enclosures, our state of the art design 
begins by thinking outside the box. We custom design each 
enclosure package to meet the customer’s need in the 
most cost-effective way possible. 


WHERE CUSTOM IS STANDARD 



ROBINSON 


1 740 Eisenhower Drive | P.O. Box 5905 
De Pere, Wl 54115-5905 
920-490-3250 | Fax 920-617-3308 | www.robinsonenclosures.com 
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Continued from page 8 


EDUCATION 


Where we are going 

We think every qualified tech in the United States should strive 
for certification. But in contrast to the 31 certified techs in other 
countries, there are no certified techs in 12 US states! 

In the EGSA strategic plan, the Board of Directors established 
a goal of increasing the number of certified techs 50% per year. 
The Certification Committee and the Board feel that a key factor 
to success is to increase end-user awareness of the program and 
help them understand the importance and value of certification. 

Therefore, for some time we have been writing about our in- 
tent to develop a more aggressive marketing program and to 
focus our marketing efforts on end-users. Last year the Board 
of Directors authorized hiring a full-time Marketing Manager 
and much work and effort has been expended on developing a 
marketing plan that will promote EGSA in general and the cer- 
tification program specifically. 

NFMT - Our First Step to Target End-Users - EGSA and 
the Trade Press Media Group recently agreed to become part- 
ners in an effort to provide the latest information on the advanc- 
es and effectiveness of onsite power at NFMT. NFMT is Building 
Operation Management’s National Facilities Management and 
Technology Expo. Attendees and exhibitors at the NFMT are 
building owners and managers and vendors that provide facility 
management equipment and services. 

At each annual NFMT event, EGSA will host a “Power Source 
Pavilion” that will add significant value to buyers and sellers of 
on-site power solutions and equipment. As part of the partner- 


ship, a new educational track will be developed to provide facil- 
ity professionals with key on-site power strategies. 

Although EGSA will not debut the Power Source Pavilion 
until March 2012, EGSA representatives will attend this year’s 
NFMT in March to begin arranging for member participation in 
the Pavilion next year and will begin educating this year’s at- 
tendees and exhibitors about on-site power and EGSA. It should 
come as no great surprise that one of our main agendas for 
NFMT is to educate end-users about the importance and value 
of technician certification. ■ 

If you have questions or comments about EGSA’s education pro- 
grams please contact George Rowley at g.rowley@egsa.org or by 
phone at 561-237-5557. 
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SEISMIC CERTIFICATION 


Seismic Certification and 
the Consulting Engineer 

4 Critical Factors at Issue: Minimizing Liability, 
Good Specs', QA and Certified Equipment 

By: Bhavesh S. Patel, Director of Marketing, ASCO Power Technologies 


B uilding code standards for seismic certification require that 
critical mechanical, electrical and plumbing equipment must 
endure higher ground acceleration levels, or risk being red tagged 
during inspection, or worse. They also are being more broadly 
applied than before. 

International Building Code (IBC) editions since 2000 1 de- 
mand that critical equipment, such as on-site power systems 
that power life safety and critical branches, may need to with- 
stand higher ground acceleration levels 2 throughout the country, 
including those generated by the San Andreas Fault in Califor- 
nia. 

An important element in designing power systems to resist 
seismic events is seismic demand spectrum. It stands for short 
period spectral acceleration and is designated in the code as 
SDS. It represents the base acceleration forces for a specific site, 
which can range from 0 to 2.46. Equipment must be certified to 
the SDS values for both the site at which it will be installed and 
the location in the building where it will operate. For example, 
power systems installed on rooftops in California must be certi- 
fied for rooftop applications at the SDS value for the project. In 
California’s case, the value is 1.93. 

Bottom line, engine-generators and their support equipment, 
switchgear and power transfer switches must be able to operate 
after a severe seismic event. 

The IBC Code requirements for special seismic certification of 
electrical equipment can be game changers for consulting engi- 
neers. The requirements raise the bar to the level of “proof” that 
design, construction and equipment specification, installation 
and operation will enable essential facilities to continue their 
intended function after severe seismic events. “Proof” is 
actual shake table testing of a system and its components, 
rather than solely an engineering analysis. 

Special inspectors, not building code officials, 
evaluate facilities for compliance. If a facility does 
not comply, the inspector has a legal right 
to withdraw the certificate of occupancy 
even though the building may be oc- 
cupied. The insurance com- 
pany could declare the build- 
ing uninsurable and put the 
consulting engineer in the 
cross hairs. 


Consulting engineers need to address four critical is- 
sues to ensure their projects meet code and they pro- 
tect themselves. 

They need to: 

1. Minimize their exposure to risk and liability by familiar- 
izing themselves with evolving seismic code standards, 

2. Develop well-written specifications that account for 
ground acceleration and other seismic data for a site, 

3. Work with contractors on a quality assurance program, 
and 

4. Specify equipment properly certified for the specific 
building location. 

Real-Life Risk 

On-site power equipment that is essential to building opera- 
tion and that is specified and installed in critical facilities but 
does not comply with IBC standards in jurisdictions that have 
adopted the code risk being red tagged. Already, engine-gener- 
ator equipment installed in a new construction hospital in St. 
Louis, MO was red tagged for not being seismically qualified. 

St. Louis is near the New Madrid fault area, which has gener- 
ated the most severe ground acceleration during a seismic event 
in the U.S. Ground acceleration during a seismic event is a major 
determinant of destruction. The seismic standards of IBC re- 
fer to higher ground acceleration levels specified in ASCE 7-05, 
based on the New Madrid events of 1811 and 1812. 

What that meant to the hospital project is that the engine- 
generator manufacturer had to send a retrofit kit to the site that 
was held installed to bring the equipment into compliance. It 
could have been worse — for the hospital as well as oth- 
ers involved in the project. 

Non-compliant equipment could boost a building 
owner’s insurance premium. If the 
equipment fails to operate after 
a seismic event, it could result in 
physical damage and perhaps loss 
of life. Insurance claims could be, 
and have been, denied. 

Even if equipment operates prop- 
erly after a seismic event, lia- 
bility still may arise for 



1 . IBC 2000 refers to ASCE 7-98, 2003 refers to ASCE 7-02, and 2006 and 2009 refers to ASCE 7-05 as the performance benchmarks for seismic criteria. 

2. The U.S. Geological Survey assigns ground acceleration levels. 
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the consulting engineer. One example could occur if the emer- 
gency power design didn’t include all of a hospital’s chillers. 
After normal source power failed after a seismic event, ambient 
temperature and relative humidity might rise to levels that could 
compromise patients on life support or the ability of operating 
rooms to function comfortably. The consulting engineer, hospi- 
tal owner and others could be liable. Richard Berger, chairman 
of The VMC Group, a company specializing in shock, vibration, 
seismic and noise control and the largest certifying agency for 
the power generation market said, “It could be a legal issue to 
be tried in court.” 

An air handling unit at an office building in Houston, for 
example, did not withstand wind speeds that were included in 
the building’s design criteria. After Hurricane Ike hit the area 
in 2008, the unit dislodged from the building allowing water 
to enter ductwork and cause extensive interior damage to the 
building. The insurance company denied the building owner’s 
claim because the unit had not complied with building codes. 

It’s Not Just Building Owners at Risk 

Besides building owners, risk and liability also lie with con- 
tractors, consulting engineers, project engineers and critical 
equipment manufacturers. The building owner and other plain- 
tiffs could sue them for improperly designed and installed sys- 
tems. As of May 2010, for example, Berger of The VMC Group 
said 38 lawsuits have been hied as a result of the code. 


Engineering professionals can minimize their exposure by 
ensuring critical equipment is specified and installed according 
to current code standards. 

It seems simple enough, but it isn’t always. Too many profes- 
sionals may believe they are protected by the master specifica- 
tion. But if it isn’t written properly, it can be of little comfort 
when litigation arises. Bottom line, consulting engineers and 
other project team members are joined at the hip regardless of 
their role. The code’s Consequential Damage clause makes clear 
that the work of one also is the responsibility of others. 

Consulting engineers and other team members also may be 
unaware or confused about changes in the building code, espe- 
cially for seismic events. One reason is that the building code is 
the handbook for structural engineers, not electrical engineers. 
The seismic certification requirements for electrical equipment 
that it contains are not included in electrical handbooks. 

Another reason the IBC revises its seismic provisions every 
three years is to include new information and capitalize on new 
technologies. This is why it’s important for state and local gov- 
ernments to be sure the latest seismic standards are part of their 
codes. 

All states have adopted one version of the IBC code and 44 
states have adopted IBC 2006. The state of Ohio, for instance, has 
adopted seismic code standards since it has been, and can be, af- 
fected by New Madrid area events. The events of 1811 and 1812 
caused structural damage across Ohio. 
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Other states have adopted seismic code standards for the first 
time. It will take time for authorities having jurisdiction and engi- 
neering professionals in those states to become fluent with them. 

Still, many earthquake-prone communities in the U.S. do 
not have up-to-date building codes with seismic provisions. In 
general, structures that comply with seismic standards should 
withstand minor seismic events undamaged, moderate events 
without significant structural damage, and severe events with- 
out collapse. This is especially critical for installations in states, 
such as Washington, Nevada, Idaho and Colorado, which can 
experience frequent and sometimes intense seismic activity. 

Interestingly, codes only recently began to address mitigation 
of content hazards in buildings, which can cause casualties and 
expensive damage. 

Note the SE’s Notes 

Another reason for confusion about seismic qualification is 
that the criteria are not included in the mechanical, electrical and 
plumbing sections of the code. They’re in the structural engineer- 
ing sections. One way to ensure properly written specifications is 
to review the structural engineer’s notes on a project and address 
them in the specifications. The specification writer will find data 
on building type and its seismic design category, ground accel- 
eration, soil conditions and other seismic design forces that the 
building and its critical equipment must withstand. 

Specifiers also should refer to detail in construction docu- 
ments since the registered design professional must include in 
them pertinent seismic qualification standards for critical sys- 
tems. 

Finally, the project team could ask an outside expert in seis- 
mic building code standards to review on a project’s ability to 
qualify for seismic certification. A structural engineer licensed 
in California, for example, must review and approve all test re- 
ports or analyses for buildings constructed in that state. 

With practice and the proper information at hand, specifica- 
tion writers will be able to write clear specifications that help 
ensure that only code compliant critical systems qualify for a 
project. Specifications, however, should be part of overall project 
management planning that helps immunize engineering profes- 
sionals from exposure. Engineers with equipment manufactur- 
ers can help with the proper specification text for this purpose. 

Other actions should include working with contractors on a 
quality assurance program, and specifying only properly certi- 
fied equipment in accordance with the manufacturer’s recom- 
mendations for seismic use and to confirm equipment is in- 
stalled properly. 

Manufacturers for their part also should review the structural 
engineer’s notes for a project to make certain their equipment is 
code compliant. ASCO Power Technologies switchgear, for ex- 
ample, is certified to withstand the highest ground accelerations 
in the country, even those experienced in the New Madrid fault 
zone. The equipment also is certified for rooftop installation, 
which requires three times the design force as ground level in- 
stallations. The company indicates that its power control systems 
comply with the seismic standards of the new building code. 
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In fact, independent tests show that ASCO transfer switches 
operate even during severe seismic events, even though the IBC 
codes do not require such operation. 

For critical facilities, such as hospitals, that could be liter- 
ally life saving. Because in real life, these switching mechanisms 
could undoubtedly be called to operate during a typical 30-sec- 
ond quake. Tests prove the transfer mechanisms do not jam or 
otherwise fail to complete the transfer, even during the vibrating 
conditions of a seismic event. This is important since standards 
for hospital emergency power systems require the systems be 
operational within 10 seconds of a power outage. 

Shake, Rattle and Roll 

To qualify for seismic certification, building codes require that 
flexible critical systems and components, such as transfer switch- 
es, switchgear, hre pump controllers and other on-site power sys- 
tems, be subjected to simulated seismic events on a shake table, 
rather than just an engineering analysis. Code compliance no lon- 
ger can be achieved with engineering analysis alone. 

When qualifying on a shake table, testing must adhere strict- 
ly to AC156 criteria for non-structural systems and components. 
Equipment that has qualified via the Telcordia GR 63 standard 
may need to be de-rated. The consequences of not complying 
with the standards may mean equipment may be red tagged, or 
worse. . .litigation to determine liability and judgments. 

The VMC Group, for example, certified ASCO equipment on 
a tri-axial seismic simulator that punished the equipment with 
thousands of pounds of force. It was fully cabled with the rated 
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ampacity cable from the top, which raised the center of gravity 
and added weight. Testing with fully rated cables proves the 
cables did not loosen from their lugs. The systems also were 
tested live during the exercise and performed as designed. 

During such tests, mounting bolts take the brunt of the force. 
They are a critical factor in withstanding a seismic event, consid- 
ering enclosures may move as many as three inches in all three 
axes. The top of the enclosure may move up to four inches. Test 
results show the transfer switch’s ruggedness ensures mounting 
bolts remain seated, doors remain shut and, the robust design 
of mechanically locked critical components, such as contacts, 
prevents jamming. Bottom line, the system remains operational 
throughout and after the test. 

Bolts and braces are also important for another reason — to 
protect against consequential damage and the potential liabil- 
ity that could result. This 
type of damage occurs 
when non-essential equip- 
ment breaks loose during 
a seismic event and causes 
essential equipment to fail. 
The notion of consequen- 
tial damage makes the 
work of one designer re- 
sponsible for another. 

This stop-action image shows a 4000 amp bypass-isolation automatic 
transfer switch withstanding thousands of pounds of force in three 
directions. The enclosure can move as much as three or four inches. 
Photo: Courtesy of ASCO Power Technologies 

It’s in the Codes! 

Chapter 17, section 1708.5 describes in more detail seis- 
mic qualification of mechanical and electrical equipment, such 
as emergency power systems. Such systems encompass open 
gensets, enclosures, sub-base fuel tanks, remote radiators, au- 
tomatic transfer switches and switchgear, batteries and battery 
racks, battery chargers and day tanks. 

It falls to the consulting engineer to determine whether 
equipment is essential to enable a facility to perform its intended 
function during a seismic event and to advise appropriate manu- 
facturers through the specification and construction documents. 
If the equipment is a life-safety component, contains hazardous 
material or is required to function in order to keep an essential 
facility online, it’s assigned a seismic component importance fac- 
tor (Ip) of 1.5. In assigning an Ip of 1.5, the consulting engineer 
must use Section 13.1.3 of ASCE 7-05 as the guide. As noted 
earlier, Chapter 13 of ASCE 7-05 is the performance benchmark 
added in the IBC 2006 and 2009 building codes. 

The Importance factor also applies to components in or at- 
tached to an Occupancy Category IV structure (IBC 2003/2006) 
or Category III structure (IBC 2000) that are essential to the 
continued operation of designated facilities. 

Occupancy Category is the new term for Seismic Use Group 
that was used in previous versions of the code. Category IV is es- 
sential facilities, such as hospitals, airports and emergency ser- 
vices. Category III facilities are those that represent a substantial 
hazard to human life if they should fail. Examples are schools, 
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day care facilities, power plants and facilities with occupancy 
capacities exceeding 5,000. Categories II and I facilities and 
their equipment need to comply with seismic standards when 
the Ip is 1.5 due to life safety or hazardous material. 

There are instances when an existing building could change 
categories. Berger of The VMC Group recounted an experience 
by Goldman-Sachs with a 35-story building it owns in Jersey 
City, NJ. Because the brokerage house leased space to a 911 call 
response center, the category for the entire building changed to 
Occupancy Category IV. That made it an essential facility that 
was considered new construction and subject to Category IV 
standards. 

In another instance, if a school’s gymnasium is designated as 
an emergency shelter, the gym can’t be considered an “island.” 
The entire school is categorized as Occupancy Category IV. 

Equipment that needs to meet standards, however, must car- 
ry a certificate of compliance (C of C) that is submitted to the 
specifying engineer during submittal review and also submitted 
to the building official for approval. 

In addition, a label, mark or other identification on the 
system or component must be affixed to determine compli- 
ance. This identification is the proof to the inspector that the 
equipment that arrived on site is the same as what was sub- 
mitted and approved during the submittal process. The C 
of C and the equipment label must contain the name of the 
certifying agency, the name of the manufacturer, the model 
designation of the equipment and the performance criteria 
of the equipment (i.e. the seismic capacity of the equipment). 


For his part, the building owner or his professional engineer- 
ing representative must submit a statement of inspections iden- 
tifying the building’s seismic-force-resisting systems, seismic 
systems, and architectural and electrical components requiring 
special inspections. 

Besides the building’s occupancy category, the type of soil at 
the project site also helps establish whether seismic standards 
apply to a given facility. Soils affect an event’s peak ground ac- 
celeration (PGA), or degree of ground motion. Soft soils over 
bedrock amplify motion. Another liquefies, causing foundation 
failure. There are six soil types: hard rock, rock, very dense soil 
and soft rock, stiff soil, soft soil, and extremely vulnerable soil. 
Soil profiles are important because they help determine a site’s 
S DS value. The S DS value and Occupancy Category, in turn, help 
define the Seismic Category. 

The question often arises: ‘Does existing construction need to 
meet evolving code standards?’ That’s a state-by-state decision. 
Typically, however, if a hospital adds a new wing, that project 
will need to meet the new criteria, but the remainder of the 
facilities will not. 

Increasingly demanding seismic standards and broader ap- 
plication of them add another dimension to the responsibilities 
of engineering professionals. They can minimize their exposure 
to risk and liability by familiarizing themselves with evolving 
seismic code standards, developing well-written specifications 
that account for ground acceleration and other seismic data for 
a site, working with contractors on a quality assurance program, 
and specifying only properly certified equipment. ■ 
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PULSE ANALYSIS 


EGSA 2011 Market "Pulse" Analysis 

By John Hoeft, Marketing & Technology Insights 


T he EGSA Market Trends Committee bi-annually surveys the 
EGSA membership on how their business is performing and 
their opinions regarding the power generation market. Partici- 
pants include a wide range of industry experts from integrators to 
Fortune 500 OEMs. 

The survey data is self-reported, not validated and submitted 
without any supporting documentation. Nonetheless, individual 
company information remains confidential. Survey results are 
neither designed nor intended to include or provide price sensi- 
tive or competitive data. Instead, survey results are intended to 
provide member companies with a “pulse” or sense of the on- 
site power industry at large and an opportunity to compare their 
impressions with other EGSA Member companies. 

An internet-based survey of 1,250 members (including his- 
torical total) including OEMs, distributors, manufacturers’ reps, 
consultants, and engineers was initiated in February, 2011. 

Current market changes reflect a market concern with North 
American Tier IV Interim emissions mandates. Other conclu- 
sions from the survey include: 

• EGSA Members expect the 2011 power generation market 
to be better than in 2010. Over 85% of respondents believe 
2011 sales will be greater than last year. Reporting compa- 
nies identified 4% to 10% sales growth most often. 

• In analyzing the thirty-one (31) EGSA OEMs (that an- 
swered the 2011 sales growth expectation question), 65% 
expect 11% or greater sales growth when compared to 
2010. OEM respondents chose 11% to 20% most often. 

• Forty-one (41) respondents reported employee increases in 
the past six months. Thirty-two of those companies plan 
on yet additional employees. Twenty-three (23) other com- 
panies plan on adding employees after being relatively flat 
or needing to reduce the labor force in the past six months. 
• Seventy-seven percent (77%) of the respondents believe 
Tier IV Interim will have either “some effect” or a “signifi- 
cant effect” on their business. 

The total number of survey respondents was 78. Thirty- five 
(35) of the respondents are employed by EGSA Member Manu- 
facturer/OEM companies. (Figure 1). 
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Most individual participants (46%) are in executive 
management related positions. (Figure 2). 
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Nearly half of the survey respondents were companies with 
annual sales less than $10 million dollars. (Figure 3). 
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Reporting companies identified 4% to 10% sales growth most 
often. The respondent reporting greater than 51% decrease in 
2011 sales identified 2010 was a record year in sales. (Figure 4). 
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Overall, thirty-five (35, 44%) EGSA members reported no 
staff changes in the past six months. From a positive perspec- 
tive, forty-one (41, 52%) respondents reported employee in- 
creases. (Figure 5). 
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In 2011, fifty-five (55, 69%) respondents plan on increasing 
the number of employees. (Figure 6). 

The following market importance level chart indicates where 
EGSA members may focus their engineering, sales and market- 
ing efforts. However, please note that these levels are “of the 
moment” and do not necessarily indicate a company’s ongoing 
or future marketing strategy. (Figure 7). 



In 2011, sixty-seven (67, 85.9%) of the respondents expect 
growth. In the table above, respondents identified their opinion 
in each market category. (Figure 8). 

As of January 2011, 
the diesel gensets emis- 
sion requirements for 
engines greater than 130 
hp advance to Tier IV 
Interim levels. However, 
engine manufacturers 
have very limited Tier IV 
Interim production quan- 
tities of these engines. 

Respondents were asked 
about the effect on their 
business in the next 12 
months. Seventy-seven 
percent (77%) of the re- 
spondents believe Tier IV Interim will have either “some effect” 
or a “significant effect” on their business. (Figure 9). 


1 1 

Response Percent 

Response Count 

Figure 9 

Answer Options 

Not applicable to my business 

6.4% 

5 

No effect 

6.4% 

5 

Some effect 

39.7% 

31 

Significant effect 

37.2% 

29 

We are not sure how it will affect 
our business 

10.3% 

8 

answered question 

78 

skipped question 

3 


Market Importance Level 



Figure 7 
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PULSE ANALYSIS 


The raw voice of customer survey explanations of the Tier IV 
Interim effects include the following: 


1 . 

It destroyed the diesel peaking market. It will increase our sales volume for after treatment 
for projects that can bear the cost. 

2. 

More expensive, also the physical size of the units is changing which will affect retro fits 
inside existing buildings. 

3. 

Those that need engine driven generation will still need it, legally mandated will still need 
to be purchased, All manufacturers are in a similar situation as far as increased cost and in 
reality on a major project the overall cost increase should not affect the budget to the point 
where the project wouldn't go forward. 

4. 

Will increase the price of product, making those bidding on it higher than those bidding 
on Tier 3 packages. Expect to see new product issues with this technology being used in a 
standby application. 

5. 

New products and processes. Complete learning curve on manufacturing, quoting, delivery, 
performance 

6. 

New business opportunities and higher sales $ per ekW 

7. 

Our ability as an OEM to design and launch our portfolio on time. 

8. 

Customer acceptance of the significant cost and technology hurdles associated with T4i. 

9. 

Cost and weight of product 

10. 

Lack of product to meet Tier 4i. Therefore no sales. 

11. 

This may require us to change our designs in a way that will accommodate emission control 
equipment. Not a big deal though. 

12. 

High cost of rental units and higher rental rates 

13. 

Added expense for end users will cause distress and put off buying decisions for some. Cost 
of power projects will go up. Companies may have to redesign equipment to facilitate added 
filtration and after treatment. 

14. 

Everyone is still confused and there is no clear message... The folks at the individual states 
don't even know what to say for our industry. It changes depending on who you talk with. 

15. 

Compliance 

16. 

Some will go electric. 

17. 

Costs Go Way up On Large Installation Double Cost 

18. 

Training will be required. 

19. 

Very costly emission controls 

20. 

Limits the number of products 

21. 

Expect some effects, but there is still no consensus on our team regarding the Tier4i impact. 

22. 

Increase complexity of packaging and increase dollars of some transactions 

23. 

It will raise the price and make projects less doable as well as limit available product for 
resale. 

24. 

As standby systems will be allowed to run at Tier 3 levels. This shouldn't have a huge effect 
but the interest in what is going on will increase consulting. Not a lot of diesel generation 
running prime in CA - as rental isn't a huge part of our business. 

25. 

Misinformation and fear will drive T4i to applications that may not need it 

26. 

Product shifts 

27. 

It requires all of our focus 

28. 

This will add significant cost to a generator set. Getting funding for a project may become 
more difficult in the future. Getting approval once a project is installed may be the next 
difficult hurdle. 

29. 

May need to find replacement engines for our current fleet of generators. 

30. 

More consultative work. More custom engineered projects. 

31. 

We supply & service emissions control products. 

32. 

+- 1 0% of our business is outside the Standby market 

33. 

Should open up a number of opportunities for service and replacements 

34. 

Tier 4 introduces cost which will affect project decisions 

35. 

ENGINE CONTROLS AND TRAINING NECESSARY TO CALIBRATE THE ENGINES; FIELD ADJUST- 
MENTS 

36. 

Tier 4 is causing our company to completely redesign our products. 

37. 

Additional and redesigned cooling requirements. 

38. 

All prime power applications will need to be T4i. About 10% of overall business. 

39. 

We do not supply to that area of the Gen Package. 


The Department of Energy (DOE) and Environmental 
Protection Agency (EPA) are investigating methods to 
increase US CHP (combined heat & power). Respondents 
were asked to express their opinion on how this can occur. 
The raw voice of customer recommendations included the 
following: 


1 . 

Rebates 

2. 

Emission relaxation to avoid cost of aftertreatment, etc 

3. 

Make Interconnect easier rather than utilities have control and having own test requirements 

4. 

Offer incentives for the increased efficiency that CHP would offer, at least enough to offset 
some of the costs of equipment to lower the customer payback time and make projects more 
feasible. 

5. 

Don't know. Volatility in fuel pricing seems to make CHP a challenge. CHP can be profitable 
one minute and not the next. This issue probably needs to be addressed. 

6. 

Add some tax breaks or other incentives to promote R & D. Add incentives to incorporate 
CHP into buildings. Appoint a CHP "Czar" to create a confident arena for product develop- 
ment in this area. Apply the term "green" to this process as it stimulates ideas and value 
integration into the overall power planning process for the country. Remove all barriers to the 
use of approved fuel fired power producing when the result is also the usage of the heat that 
is the natural result of burning fuel of any type. 

7. 

Get electric utilities to support. 

8. 

Incentives for greater levels of CHP efficiency (similar to the EU model) would be a great 
place to start. Regional electricity costs should also be considered so this can become a 
nationwide program, not just a regional program. Too many potential CHP plants have 
fizzled in this country because the local electric company drops their pricing to the entity 
considering CHP. 

9. 

Streamlining the interconnect process so that utilities are open to these systems on their grid 
and won't charge excessive fees putting these systems' viability in jeopardy. 

10. 

Recognize, measure and reward the offset from reduction of onsite gas/energy consumption 
by utilizing CHP. This isn't done for carbon footprint nor do the local air boards account for 
this substantial improvement in carbon reduction. Recognize the total carbon impact cradle 
to grave of CHP compared to other technologies not just a balance sheet moment in time 
approach. 

11. 

Financial subsidies and Performance Contracts 

12. 

Perhaps reward these customers with extra FLEX credits, or tax incentives, allow for special 
rapid permit approval 

13. 

Natural gas fired plants are going to be more popular than coal or heavy fuel fired plants. 
Import less natural gas and utilize the resources available within the US. 

14. 

Refocus existing tax and regulatory incentives away from traditional, established markets and 
products and toward emerging technologies that reduce fossil fuel consumption. 

15. 

Emissions and reporting 

16. 

Financial incentives to invest in CHP systems - thru government/utilities. 

17. 

Credit riders of some kind to help offset cost, Less paper work to satisfy all concerned parties 

18. 

Standard interconnect standards. DOE policy that supports CHP systems through utilities 
(today penalties for demand charges may not support CHP as well as could be). 

19. 

Force utilities to agree to an intertie standard. IEEE 1 547 is only a recommended standard. 
That would open the door to a lot more CHP. 

20. 

The increased independence on standby power generation in all markets has made getting 
compliant engines into the field difficult. If the units are classified as peak shaving devices 
(generally at a large corporation), they have been restricted more with stringent regulations 
due to the time running and producing that are being scrutinized as the ozone depleting 
matter. However, if business could get reduced restrictions, this might encourage the 
purchase of generators for use at a business (non-critical applications) which can be used in 
conjunction with the local utility to help with the grid demands during peak seasons. 

21. 

Creating monies and/or awards towards innovation. 

22. 

Utility interconnect (IEEE 1547) and acceptance. 

23. 

Letting owners of CHP have a significant incentive to help take pressure off the grid in times 
of peak demand and the addition of smart meters and controls. 


About the Author 

John Hoeft is Principal of Marketing & Technology Insights 
and a member of the EGSA Market Trends Committee. Contact 
him atjohn@mtinsights.com. ■ 
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YOUR SOURCE FOR 
TANKS & TRAI LERS 


Structural Weldments 



UnitedAlloy.com 


Luke Jaynes 
Sales Manager 

{608) 761-7481 
Ij ay nes@u n itedalloy.com 


UNITED flLLDV. INC. 

Custom Metal Fabrication 
And Powder Coating 


„ J yu _ _ _ _ ft ■ : . I 

L^r^in^a rr ym □ n vwiieo 

Business 


ISO 900f;2008 

Made in USA 







Another in Our Series of Profiles of EGSA Member Companies 


Photo courtesy JOURNAL STAR/FRED ZWICK 


By STEVE TARTER 

Courtesy of the Peoria Journal Star 

E nercon Engineering Inc. may be staying under the busi- 
ness radar locally, but the company is flying high around 
the world. 

With more than 37,000 projects in more than 100 coun- 
tries, Enercon is a leader in power generation, manufac- 
turing engine generator controls, switchgear, packages and 
enclosures and co-generation units. 

“We don’t think of ourselves as a big company. We don’t 
assess ourselves as an international organization,” said En- 
ercon CEO Larry Tangel. 

Enercon employs about 200 people at its East Peoria, 
IL location. It also has 50 employees at a Barnesville, GA 
factory, another 20 in Singapore, 10 in Bangladesh and “six 
floating around the United States,” Tangel said. 

“We’ve just opened a facility near Phoenix and we’ve 
already got 12 people there. We plan to add more,” he said. 
Enercon has over 293,000 total square feet of Manufactur- 
ing Space and 45 acres available for Staging, Storage, and 
Distribution in the U.S. 

Since Ed Tangel, Larry’s father, originally from Brook- 
lyn, N.Y., started the company in his Chillicothe, IL garage 
in 1975, Enercon just keeps growing. 

“This company is the perfect example of the free enter- 
prise system at work,” said Tangel, recalling that his father 
formed the company on $1,700 borrowed from his five 
children. 

An example of what makes the company successful is 
one of the projects it’s working on at present: helping to 
establish a power plant for the American Samoa Power Au- 
thority. 


ENERCON ENGINEERING IS... 

. . .headquartered in East Peoria, Illinois with manufacturing 
and engineering facilities in Barnesville, GA and Singapore. 
Enercon designs and manufactures controls, switchgear, 
SCADA systems, cogeneration packages, natural gas generator 
sets, pump drives, mobile power modules, enclosures, special 
assemblies, and provides testing, support and service. 

For more information, visit www.enercon-eng.com. 


“We’re working with a Caterpillar Inc. dealer in California 
(providing the generators). The Federal Emergency Management 
Agency is supporting a power plant for the country that got 
wiped out by a hurricane. The containers (for the generators) 
have to be specially made from stainless steel. The plant is de- 
signed to be there for Eve or more years,” Tangel said. 

Enercon uses generators made by different manufacturers as 
part of the power generation packages that are shipped all over 
the world. The customized units assembled here fit into a ship- 
ping container or custom enclosure that can be dropped into the 
middle of the jungle in Peru or at McMurdo Station, Antarctica 
- where Enercon recently delivered orders. 

“We have the engineering skills, both electrical and mechani- 
cal, to provide power on-site. We have the service people that 
can go wherever the units are,” Tangel said. 

That explains why Enercon was not only able to weather 
the economic downturn but looks forward to serving a grow- 
ing group of customers. “Every hospital, prison and wastewater 
treatment plant should be looking at the value of a co-generation 
system, and when they are ready to move we can help them,” 
he said. 
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Your One Source For Power Generation Components! 




Hotstart Heaters 
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Voltage Regulators 



Stainless Steel ATS 



Engine Gauges ■ Autostart Modules ■ Vibration Isolators ■ Governors ■ Battery Chargers 

Call 800-383-2078 for quotation or product information 

www.davidsonsales.com 
839 Bill France Blvd., Daytona Beach, FL 32117 
Phone (386)274-2079 Fax (386)274-2279 



Choosing DEIF means flexible and fast on-site technical 
assistance - globally, locally and 24-7. Our worldwide service 
network ensures correct installation, stable operation and an 
absolute minimum of downtime. 

As our customer, we want you to get the most out of your 
product. We therefore offer training in our hazard-free 
simulation facilities worldwide. They allow for hands-on 
experience without risking damage to your plant. 



• Distributors 


The DEIF Group - Head office in Denmark with subsidiaries in Germany, Norway, UK, France, China, USA, Brazil and India 



DEIF, Inc. • 2057 Vermont Drive ■ Fort Collins, CO 80525 • Tel.: (970) 530-2261 ■ Fax: (970) 530-2557 ■ us@deif.com ■ www.deif.com 
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MEMBER PROFILE: ENERCON 


Whether it’s providing a chief power source to the Peruvian 
Energy Authority for the utility grid, a back-up system as used 
by OSF St. Francis Medical Center, or a system to provide hot 
water, cooling, and power for the Four Seasons Hotel on the 
Hawaiian island of Fanai, Enercon Engineering has the knowl- 
edge and ability to handle any power generation job for clients 
anywhere in the world. 

Tangel said there’s more involved than just providing hot wa- 
ter or air conditioning for a customer. “The typical payback us- 
ing a cogeneration system is three to five years. Depending on 
the application it could be as little as 12 to 18 months,” he said. 

“Considering that Enercon co-generation packaged systems 
are designed to run for decades, the investment opportunities 
for customers are clear,” Tangel said. 

Another big Enercon customer is landfills. “We’ve installed 
units at over 100 landfills around the country that are convert- 
ing methane gas (that builds up in the landfill) into electricity,” 
Tangel said. Enercon Engineering has provided products and 
services to more than 20% of the landfills converting landfill 
gas to electrical energy. 

“It’s a renewable-energy market that’s barely been tapped. There 
are about 6,000 landfills in this country and only about 400 are 
doing it (producing electricity from methane gas),” he said. 


Enercon Marketing Manager, Ed Ehrgott said, “landfills are 
not only able to power on-site operations by converting the gas 
that builds up, but can sell back additional electricity produced 
to a local utility. They can also earn green (carbon) credits,” he 
said. 

A tour of Enercon’s two buildings in East Peoria reveals a 
wide variety of activities, from the manufacturing of switchgear 
to the construction of power generation units to the testing of 
completed units. 

Part of the company also is involved with national security. 
The Terminal High Altitude Area Defense - Prime Power Unit is 
a special project that involves the development of a transport- 
able missile radar unit designed and manufactured by Enercon 
in partnership with Lockheed Martin and other contractors. “It’s 
a ship within a ship,” said Tangel of the military division, off- 
limits to all but designated personnel. 

Ehrgott said, “While Enercon continues to grow, it wants to 
maintain a small-company atmosphere, we’re doing the work of 
a big company with the small-company ideals.” ■ 


Are You Looking for Qualified 
Generator Technicians? 

Always ask for EGSA Certified Generator 
Systems Technicians! EGSA Certification 
demonstrates that the Technician has the 
necessary knowledge and expertise to service 
today's complex — and expensive — On-Site 
Power Generating Systems and Equipment. 




YOU CAN COUNT ON US WHEN 

ACCESSORIES 

BECOME 

ECESSITIES 


At GT Exhaust, we offer a full line of exhaust accessories 
that fit nearly all silencers in the marketplace. We have 
accessories to meet your needs whether you require 
a standalone piece or a more elaborate system. With a 
number of standard sizes in stock, we offer next-day 
delivery on many of our accessories. We also provide 
custom engineering to get you the perfect solution for 
your order specifications. 


Our experienced team of channel partners and product 
specialists are ready to get the right accessory in your 
hands as quickly as possible. 


Visit gtexhaust.com/accessories 
or call 1.855.463.7427 for more details. 
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a clear direction for the future 



GO WITH 
THE FLOW 
FOR SAVINGS 



WITH THE NEW 
HOTSTARr CTM 


Reduce maintenance and energy costs with 
the new CTM engine heater. The CTM's 
built-in pump circulates coolant through 
complex water jackets and plumbing 
restrictions. Hot spots are eliminated 
extending the life of heater hoses, engine 
seals and coolant. Heating cycles are 
reduced extending heater element life and 
reducing energy use by up to 30%. Whether 
specifying heaters on new engines or 
upgrading existing installations, go with 
the CTM and GO WITH THE FLOW. 


www.hotstart.com 

509.536.8660 


HOTSTART 

ENGINE HEATING 



EGSA NEWS 


Gary Kidwell Retires 

With a 46 -year career in the On-Site Power industry under his 
belt, Gary Kidwell has embarked on his retirement. For the past 
36 years Gary has found a home at ASCO Power Technologies. 

Gary began his career in 1962 with Safe- 
ty Switchgear. In 1967, Gary headed up his 
own company, Switchgear Power Systems. 
From 1971 to 1974 he worked with the King 
Knight Company. In 1974 he took a posi- 
tion with Delta Switchboard. 1986 brought 
Gary to ASCO Power Technologies where 
he was the Western Region Sales Manager. 

Gary’s involvement with EGSA has been 
extensive since first joining 36 years ago, 
contributing both his time and energy in support of our Associa- 
tion. He has chaired both the Education and Convention Com- 
mittees, sat on the Executive Board for two terms and held the 
office of President in both 2001 and 2007. In 2004 Gary was the 
recipient of the Leroy H. Carpenter Award for his for long and 
outstanding service to the Association. 

What does retirement hold for Gary? When he is not fishing, 
hunting or playing golf you’ll find him hitting the road on his 
Harley. We all wish you the very best. Happy trails to you Gary! ■ 

NFMT Plans EGSA Power Source Pavilion for 2012 

Electrical Generating Systems Association (EGSA) and 
Trade Press Media Group Partnership Expands Educational 
Opportunities and Exhibit Hall 

Electrical Generating Systems Association (EGSA) and the 
Trade Press Media Group announced they are uniting to pro- 
vide the latest information on the advances and effectiveness 
of onsite power at NFMT 2012. This event will be held March 
13-15, 2012, at the Baltimore Convention Center. 

As part of the partnership, a new educational track will be 
developed to provide facility professionals with key onsite pow- 
er strategies including peak shaving, cogeneration, uninterrupt- 
ible power supply, and alternative power sources such as wind, 
solar, and fuel cells. 

“We are excited about this new partnership with EGSA, as 
the new Power Source Pavilion will add significant value to the 
buyers and sellers of on-site power solutions at NFMT 2012,” 
said Todd Kotlarek, director of live events for Trade Press Media 
Group. “As the world’s largest organization exclusively dedicated 
to on-site power generation, EGSA’s contribution to the NFMT 
exhibit hall will empower our attendees with knowledge and 
connections that are otherwise hard to come by.” 

“We are always looking for new opportunities to educate and 
promote the value and importance of on-site power generation,” 
added John Kelly, Jr., of EGSA. “By partnering with Trade Press 
Media Group, we’re able to leverage the NFMT brand and intro- 
duce the Power Source Pavilion and expand awareness of on-site 
power issues and strategies to a built-in audience at the NFMT 
Show.” For more information, visit www.EGSA.org. u 
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NEW EGSA MEMBERS 



^ UNIVERSAL 


MF=Manufacturer DD=Distributor/Dealer CI=Contractor/Integrator MR=Manufacturers Rep 
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer 
AD=End-User AE=Service AG=Educational Institution AR=Retiree AF=Student 



ACrSuSHrC & EtiTfSBtoa 


ATTENTION PACKAGERS 

RICE RES HAP • REVENUE FUR YOU! 

* Catalyst sales 

* Monitoring equipment soles 

* Installalipn latror 


Aaron Guptill AE 

American Fork, UT 

Service, repair and installations of backup and 
marine generators 300 kW - 40 kW. I’ll be at- 
tending AVO Technical Training in Dallas, TX for 
Substation Maintenance Technician and Electrical 
Industrial Safety. 

Assurance Power Systems Cl 

Boca Raton, FL 

Will Ferrigno, President 

Specialize in the turnkey installation of spark- 

ignited and diesel generators, generator service 

and gas system installations. 


Matthew Basmajian AF 

Cobourg, ON, Canada 

Tim Breedon AF 

Barrie, ON, Canada 

Dan Gilmore AF 

Red Lake, ON, Canada 

Joshua Griswold AF 

Stamford, NY 

Kyle Irwin AF 


Dunsford, ON, Canada 


If your customers aren’t 
asking about their engine’s 
compliance - THEY W1U! 


Is this package 
* RICE HESHAP compliant? 



Universal understands 
the filling and can help) 


On i versa I Provides: 

* Standard product liras - 
Easier for your staff to size and install 

■ Compliance requirements calculator = 
Easy to use and understand 


For more information, visit 
www. u n i versa I A ET. co m/H I C E-N E 5 H AP 
or call 0S&-3OO-4272 


Clear Energy Systems Inc MF 

Tempe, AZ 

Manufacturing Gensets. 

Communications-Electronics Command, US 
Army AE 

Aberdeen Proving Ground, MD 
Allen Moffett, Master Technician/Action Officer 
Provide technical and logistical support to US 
Army soldiers on Military and Commercial Power 
Generation Equipment worldwide and in combat 
zones. Provide feedback on trends and systemic 
issues affecting Power Generation and distribu- 
tion equipment for the US Army. Recommend and 
employ corrective actions enabling continued mili- 
tary operations. 

Peaker Services Inc DD 

Brighton, MI 

Keith Mellin, Sales Manager 
Woodward, Basler, Dynalco, Windrock and PLC 
Engine & Turbine Power Management Integrated 
Solutions, Support and Sales. Products: Engine 
and Turbine Gen-Set/Switchgear Controls, Se- 
quencing / Monitoring / Alarm / Shutdown Sys- 
tems, Emissions Controls and Exhaust After-Treat- 
ment, Bio Gas Fuel Controls. Authorized Territory: 
Midwest and Northeast USA. 

RALCO Electric Inc. dba RALCO Electric & 
Generator DD 

Westport, MA 

Rene Lachapelle, Jr., President 
In the business of selling, servicing 24/7. Market- 
ing and renting multiple brands of standby genera- 
tor systems. Provide all types of back up power 
from portable to large systems. Kohler, Onan, 
Winco, Generac, Thomson switches. 

DDACE Power Systems DD 

Quebec, QC, Canada 
Louis Blovin, Vice President Sales 
Distributor of engines, transmissions, marine 
engines & other mechanical components for 
worldwide manufacturers (DDC - Daimler - Al- 
lison - MTU - Volvo Penta - All Makes, etc) Biogas 
Applications and Generator Sets. 


Cody Johnson AF 

Brighton, ON, Canada 

James Kavanagh AF 

Bancroft, ON, Canada 

Paul Kearnan AF 

Courtice, ON, Canada 

Mitchel Keith AF 

Toronto, ON, Canada 

Mathieu Poitras AF 

Oshawa, ON, Canada 

Manuel Riedener AF 

Alexandria, ON, Canada 

Martin Suydam AF 

Arlington, VA 

Jamie Thompson AF 

Lakefield, ON, Canada 

Scott Timmermans Af 

Georgetown, ON, Canada 

Erik Troan AF 

Port Perry, ON, Canada 

Gregory White AF 

Woodville, ON, Canada 


FOR SALE/RENT 
24 / 7 EMERGENCY SERVICE 
BOILERS 

20/QC0 - 400,000 tffHr 

DIESEL & TURBINE GENERATORS 

50 - 25.000 KW 

GEARS & TURBINES 

25 - 4000 HP 

WE STOCK LARGE INVENTORIES OF: 

Air P^Heaten ■ Economrai? ■ Pe craters 
Pumps - Motors ■ Fuel Oil Heabng ft Pump SeEs 
Valvas * Tubes * Cenlrote * Compressors 
Pulverizers * Rental Bo !ars ft Generators 

847-541 -5600 FAX ; B47-541 -1 279 

WEB SrTErwww.wab35hpower.com 

wabash 

444 Cdrperilor Avanim , W tingling; SCOSD 
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Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557 

E-Mail: e-mail@EGSA.org • World Wide Web: www.EGSA.org 

Under the leadership of its Board of Directors and operating through its various committees and staff ; EGSA strives to educate , 
provide networking opportunities and share relevant knowledge and trends with industry professionals including manufacturers , 
distributor/dealers , engineers , manufacturer representatives , contractor/integrators and others serving On-Site Power consumers. 



Please type or print all information in upper and lower case (NOT ALL CAPS!) 

Company 

Address 

City State/Province 

Zip/Postal Code Country 

Phone FAX 

Official Representative Title 

Representative's E-Mail Company's Web Address 

How did you hear about EGSA? □ Website □ Powerline magazine □ Colleague □ POWER-GEN □ Other 

Why are you joining EGSA? □ Certification Program □ CEU Program □ Power Schools □ Buying Guide Listing □ Other 


Contact Information 


2 . Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 


I. FULL MEMBERSHIP 


II. ASSOCIATE REGULAR MEMBERSHIP 


□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership must 
apply for a Full Membership as a manufacturer if they meet one or more of the following 
criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, 
geothermal, or any other power production or conversion system including related 
components or accessories for national or regional distribution. 

5. They are a wholly owned subsidiary of a firm that qualifies under rules one through 
four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a distributor 
or dealerfor products listed under Manufacturer Membership may apply for Full Member- 
ship as a Distributor/Dealer. If an organization qualifies under Manufacturer Membership, 
it is not qualified under this section. 

□ Cl Contractor/Integrator Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a Contractor 
or Equipment Integrator of products listed under Manufacturer Membership, not bound by 
brand, geographic territory or contractually obligated as a Distributor/Dealer of a specific 
product. These firms typically purchase products from a Distributor/Dealer, Manufacturer 
or Retailer, adding value through installation, product knowledge, relationships, unique 
services, etc., and then re-sell the resulting product to an end-user. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the repre- 
sentation of products listed under Manufacturer Membership may apply for Full Member- 
ship as a Manufacturer's Representative. If an organization qualifies under Manufacturer 
Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy manage- 
ment, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), 
Integrators, Aggregators, and other similar enterprises may apply for Full Membership as 
an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right) 

Any individual, sole proprietor, academic institution, student, partnership or corporation 
meeting the requirements of Associate Regular Membership may apply for Full Member- 
ship at their option to enjoy the privileges of Full Membership, including the rights to vote 
and to serve on EGSA's Board of Directors. Initiation fees and annual dues will be assessed 
at the existing non-manufacturer Full Member rates. 


□ AA Trade Publication Membership 

Any trade publication dealing with the electrical generating systems industry 
or its suppliers may apply for Associate Membership-Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members shar- 
ing a common interest in the electrical generating systems industry may 
apply for Associate Membership-Allied Associations. 

□ AC Engineer Membership 

Any consulting or specifying engineer may apply for Associate Member- 
ship-Engineer. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical 
generating equipment and/or related switchgear or components, whose 
responsibility to his employer includes planning, design, installation, 
supervision, or service of such equipment may apply for Associate Mem- 
bership-User. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services 
such as research, testing or repair to the electrical generating systems 
industry may apply for Associate Membership-Services. Membership 
may either be held in the individual's name or the organization's name 
under this classification. Individual companies whose employer or parent 
organization qualifies as a Full Member, as described in the Full Member- 
ship section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site 
power generation-related instruction may apply for Associate Member- 
ship-Education Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for As- 
sociate Membership-Retired. This classification does not apply to any 
individual who is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply 
for Associate Membership-Student. 




Application for Membership - pag e 2 


Dues Schedule (Use for Section 3) 

Annual Dues 

Initiation Fee 

TOTAL 

Manufacturer 

$825 

$200 

$1025 

Distributor/Dealer 

$285 

$100 

$385 

Contractor/Integrator 

$285 

$100 

$385 

Manufacturer's Representative 

$285 

$100 

$385 

Full Associate Member 

$285 

$100 

$385 

Energy Management Company 

$200 

$100 

$300 

Regular Associate Member 

$200 

$100 

$300 

Retiree Member 

.. Complimentary 

$0 

$0 

Student Member 

.. Complimentary 

$0 

$0 


NOTE: A FULL 1 2-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


3 * Membership Dues (Please fill in the appropriate TOTAL 

amount from the above dues schedule.) 

Membership Dues 

$ 


Membership Plaque (optional)** 

$ 

49.95** 

On-Site Power Reference Book (optional)** 

$ 

125.00** 

Florida Residents: Add 6% Sales Tax to ** items 

$ 


Continental US Residents add $5 shipping/handing to**items. 

$ 


Non Continental US Residents should call EGSA 

Headquarters for shipping charges for **items. TOTAL 

$ 



4 * Payment Method (Payable in USS drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check # Amount Due S 

□ Money Order 

□ Mastercard □ Visa □ American Express 

Card # Exp. Date 

Signature: 

Print Name: 


‘II • Products/ Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date: 


Do you buy AND sell equipment? O Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 



Enter codes here: 

01 —Batteries/Battery Chargers 

09 — Generator Laminations 

1 9 — Silencers/Exhaust Systems/Noise Abatement 

Products sold: 

02 —Control/Annunciator Systems 

1 0— Generator Sets 

20— Solenoids 


29— Education 

1 1 —Generators/ Alternators 

21 — Swtichgear and Transfer Switches (Automat- 


30— Emission Control Equipment 

1 2 —Governors 

ic or Manual), Bypass Isolation Switches, 


04— Enclosures, Generator Set 

1 3 — Heat Recovery Systems 

and/or Switchgear Panels 

Products rented: 

05 —Engines, Diesel or Gas 

14— Instruments and controls, including meters, 

22 —Trailers, Generator Set 

06— Engines, Gas Turbine 

gauges, relays, contactors, or switches 

23 — Transformers 


07 —Engine Starters/Starting Aids 

1 5 — Load Banks 

24— Uninterruptible Power Supplies 


08 — Filters, Lube Oil, Fuel or Air 

1 6 — Motor Generator Sets 

25 —Vibration Isolators 


28— Fuel Cells 

1 7 —Radiator/Heat Exchangers 

26 —Voltage Regulators 

Products serviced: 

03— Fuel Tanks and Fuel Storage Systems 

1 8— Relays, Protective or Synchronizing 

27 —Wiring Devices or Receptacles 


6* Sponsor(s) A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 


Sponsor Name Company Name 


7 • Official Representative's Authorization 

Sianature 

Date 





QUALITY IS NOT 
OPTIONAL 


IIIIIHENNIG 

ENCLOSURE SYSTEMS 


Hennig Enclosure Systems is committed to 
quality in every process, from sales through 
engineering, manufacturing, and service. 


We believe that our customers want a partner that... 

> Is Attentive From “The Get Go” - Our total commitment 
to customer service is unmatched in the industry. Our sales 
quotes are turned around at lightning speed with full attention 
to detail and at a price that can’t be beat. 

> Provides Innovation & Customization - With our experienced 
degreed engineers, Hennig can design anything you need from 
basic enclosures and tanks to fully customized models with 
every imaginable option. 

> Believes That Quality Is Not Just “A Given” - Hennig is 
ISO 9001 certified, and our stringent quality standards must be 
met or exceeded for every process. 

> Won’t Leave ‘Em Hanging - Our service and follow-up is 
unlike any other, with service centers strategically positioned 
throughout the United States, Canada, and Mexico. 


Give us a call today and experience why Hennig 
Enclosure Systems should be your number one 
partner for your power packaging needs. 


I -888-HENNIG6 (1-888-436-6446) 

www.hennigenclosuresystems.com 


Global Coverage Of The Power Generation Markets 

Industry News . . . From Kilowatts To Megawatts 



DIESEL 


Puwl' * GetHSraUdti 
Sufu-r-jr 


DIESEL 


DIESEL 


Dlesd&GasItrtlne 


PROGRESS progress WORLDWIDE 


.net 

G lafcia [Sourcing Guide 





/ 



POWERFUL. 

That’s how dealers often describe the partnership with Lectrus and our generator 
enclosures. Our national footprint — three plants spanning 50-acres and a workforce 
400 strong — provides our customers with a powerful advantage. Lectrus engineers 
and constructs custom, sound-attenuated metal enclosures for a wide range of 
customer-provided diesel generators. 

Our capacity and plant locations coupled with our integration capabilities represent a 
powerful combination — true national coverage, expanded capabilities and expertise. 

To request a proposal or learn more: 605 368 5306 / lectrus.com 


lectrus 

ENGINEERED TO SPEC. BUILT TO LAST. 


CUSTOM GENERATOR ENCLOSURES //SUB-BASE FUEL TANKS //TRAILERS 

/ 
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EGSA JOB BANK 


Sales/Marketing/Project 
Management Pro Available 

After a long career working for several Companies 
active in the on-site power industry, I retired in April 
2009 thinking that my business days were over. 
However, due to changes not anticipated, I now want 
to re-enter the business community, and am looking 
for an opportunity to put my 48 years of experience 
back to work. This can be as an employee on the 
Company payroll, as a business consultant, or as a 
contract employee off the payroll. My salary needs 
are minimal to suppliment other retirement income, 
and there is no need for the traditional payroll 
taxes or benefits, so I may be able to fill a need at 
a relatively low cost. My background is in Sales, 
Marketing and Business Administration, plus the 
development and direction of multi-level distribution 
and independent sales representation both within 
the US and overseas. Positions have been held with 
Cummins Engine, Waukesha Dresser, Industrial 
Power Systems, and several engine/power systems 
fabricators and distributorships. Resume available 
on request. Contact me directly at yourmickeys@ 
comcast.net or at 904.891.6400. —Jerry Steinberg 


Generator Service Technicians 

CJ’s Power Systems in Florida, a distributor for 
MTU Onsite Energy is currently seeking qualified 
technicians throughout the state. Job includes: 
performing planned maintenance, diagnostics, 
repairs, and startups of generators. Knowledgeable, 
computer skills, clean driving record a must. 
Excellent pay, medical, and other benefits. Email 
resumes: jobs@cjspower.com; fax to 352-732-0606 
EGSA Certified Technicians Preferred. 


Sales 

CJ’s Sales & Service has been in the industry for 40 
years and is a distributor for MTU Onsite Energy. 
Looking for a highly motivated, knowledgeable, 
and experienced salesman for equipment, service, 
and rentals. Clean MVR, drug test necessary. 
Competitive pay, commission, vacation, health, 
dental. Email resumes: jobs@cjspower.com fax: 352- 
732-0606 


Generator Sales 

Central Power Systems & Services, Inc. has 
immediate opening for Generator Rental Manager 
based out of Kansas City, plus Generator Sales 
positions in Wichita, KS and Springfield, MO. We 
offer a strong base wage, incentive program and 
a full benefit package (including company car, 
gas allowance, expense card, FREE MEDICAL 
insurance, FREE LIFE insurance, paid vacation, 
profit sharing and 401(k), etc.). Fax a cover letter, 
salary requirements and your resume to 816-781- 
4518 or e-mail it t o jobs@cpower.com EOE 


Experienced Power 
Generation Technicians Wanted! 

Penn Power Systems, leaders in the power 
generation business, is actively seeking experienced 
field service technicians for open positions in our 
upstate New York and Pennsylvania locations. 
Candidates should be familiar with natural gas and 
diesel prime movers with industry experience and 
knowledge of systems and controls. Penn Power 
Systems and its divisions offer industry competitive 
salaries, medical, 401(k), and vacation benefits. All 
interested parties should send resumes and work 
related history to jobs@pennpowersystems.com or 
call 1-877-736-4473. We Proudly Employ EGSA 
Certified Generator Technicians. EOE M/F/D/V 


EGSA Job Bank Guidelines 

EGSA will advertise (free of charge) EGSA Member 
company job openings in the Job Bank. Free use 
of the Job Bank is strictly limited to companies 
advertising for positions available within their 
own firms. Companies who are not members of 
EGSA and third-party employment service firms 
who service our industry may utilize the Job Bank 
for a $300 fee. Blind box ads using the EGSA Job 
Bank address are available upon request; company 
logos may be included for an additional fee. EGSA 
reserves the right to refuse any advertisement it 
deems inappropriate to the publication. Please 
send your classified ad (limited to about 50 words) 
to: EGSA Job Bank, 1650 S. Dixie Hwy, Suite 400, 
Boca Raton, FL 33432. Or, send it via e-mail it to: 
J. Kellough@EGSA . org 


Generator Technician 

KELLY GENERATOR & EQUIPMENT, INC., the 
mid-Atlantic leader in standby electrical generators 
is seeking experienced Generator Technicians. We 
are a full service distributor of emergency standby 
and prime power located in the mid-Atlantic 
region that covers Delaware, Maryland, Northern 
Virginia, West Virginia and Washington, DC. 
SALES, SERVICE, PARTS, RENTALS & TRAINING 
• We offer factory training on the lines we 
represent as well as “in house” training 
•Medical, dental, vision, 401(k), profit sharing, 
short and long term disability, paid holidays, 
annual leave, overtime and paid “On Call” 

Must have a High School Diploma (Vo-tech or 
GED), 3-5 years experience servicing industrial 
generator sets and associated equipment. Must be 
able to service, repair and troubleshoot the engine, 
as well as the alternator end and controls of the 
equipment. E-mail resumes to dkelly@kge.com 
EGSA Certified Technicians Preferred. 


Rental Salesman for CT and NY 

ElecComm Power Services (‘EPS’) is a company that 
specializes in the rental and service of emergency 
power. EPS is actively seeking a rental salesman for 
CT and NY areas -Create Sales/Marketing budget 
-Contribute to developing a long term business plan 
-Develop new business opportunities and manage 
existing accounts -Deliver sales presentations 
-Quote prices, contract terms, and help coordinate 
projects. Contact bkerins@eleccommps.com 


Generator Field Technician 

PM Technologies, LLC has several immediate 
openings for Generator Technicians. We are located 
and operate in Michigan, Ohio and Northern 
Indiana. High School diploma or equivalent a 
must. Military experience a plus. Must be able to 
troubleshoot and repair the engine (diesel and 
gaseous) as well as the generator end. Customer 
interaction will be required on a daily basis. We 
need highly motivated, self sufficient people to 
assist in growing our expansion efforts at new 
branch locations. Benefits include company vehicle, 
401k, health, dental and vision coverage’s as well 
as paid bonuses for new account procurement. 
Fax resumes to 248.374.6408 or email to dpopp@ 
pmtech.org EGSA Certified Technicians Preferred. 


Generator Field Technicians 

TAW® is searching for experienced Generator 
Field Technicians in Orlando & Tampa, FL. 
Duties include: inspections, repairs, services 
and start-up of generators & ATS. Troubleshoot 
generators & automatic transfer switches. Diesel 
engine experience desired. E-mail resume to ellen. 
donegan@tawinc.com. Fax (813) 217-8076. AA/ 
EOE. DFWP. www.tawinc.com EGSA Certified 
Technicians Preferred. 


Industrial Switchgear Product Specialists 

TAW® is looking for Ind. Switchgear Product 
Specialists for our Power & Distribution & 
Switchgear Div at our Custom Equipment facility 
in Riverview, FL. Will increase sales of switchgear 
& power equipment centers for low & medium 
voltage product lines with new & existing 
accounts. Will target customers for utilities; 
OEM’s & municipalities to drive volume. Prior 
exp either selling, or application engineering of, 
industrial switchgear systems. Prior experience 
working for a manufacture, or re-seller of industrial 
switchgear - medium or low voltage in either an 
engineering; applications; or sales role. TAW® 
offers a competitive salary and commission as well 
as benefits. Candidates can be based, & will cover 
the following markets: Houston, Atlanta, Charlotte 
& Birmingham. Candidates can e-mail resumes to 
ellen.donegan@tawinc.com. or fax resumes to (813) 
217-8076;. AA/EOE. DFWP. www.tawinc.com 


Emergency Generator Sales 

We are growing! Genset Services, Inc. the top 
tier industrial distributor for Generac generators 
in South Florida has an opening for an outside 
salesperson. Candidates should have a minimum 
of 6yrs sales experience in emergency power 
equipment or in a similar or related field. We offer 
a competitive compensation package that includes 
a base salary plus commissions, car allowance, 
health insurance, vacation and investment plan. 
Please forward your resume with cover letter and 
salary requirements to matt@gensetservices.com 


Generator Service Technicians 

We are growing! Genset Services, Inc. is seeking 
qualified generator technicians for our Central 
and South Florida branches. Working knowledge 
of Diesel and Gaseous engine driven generator 
sets is required including service/maintenance, 
troubleshooting/repair of AC and DC electrical 
and control systems as well as strong computer 
skills. Ideal candidate will have neat appearance 
and clean driving record. We offer a competitive 
compensation package including company vehicle, 
health insurance, vacation and an investment plan. 
Please forward your resume with cover letter and 
salary requirements to keith@gensetservices.com 
EGSA Certified Technicians Preferred. 


Generator Technician 

Full time experiences generator field technician 
needed for Central Florida/Lakeland area. 
Applicant must have diesel engine experience 
and transer switch knowledge, preferably EGSA 
certified. Job includes performing preventive 
maintenance, repairs, and startups of generators. 
Clean driving record a must and applicant must 
pass drug screening. Competitive wages and 
benefits. Email resumes to skapparos@suregen.com 
EGSA Certified Technicians Preferred. 
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EGSA JOB BANK 


Generator Field Service Tech 

Kentech Power has immediate openings for a 
Generator Field Service Tech located and operated in 
Houston and San Antonio Texas. Kentech is seeking 
an experienced generator technician who is be 
capable of troubleshooting, repair and maintenance 
of diesel and gaseous generator sets and associated 
switch gear. Candidate must have 3 to 5 years 
experience, a team player, clean license and 
background. Benefits: health, dental, paid vacation/ 
holidays. Submit resum e: jobs@kentechpower.com 
EGSA Certified Technicians Preferred. 

Generator Field Technician-Experienced 

Full-time experienced generator field technician 
opening in Ft. Lauderdale, FL. Requires advanced 
knowledge of standby generator systems with 
minimum 5 years experience. Working knowledge 
of 12 & 24 VDC controls. Company offers a full 
comprehensive benefits package. Competitive wage, 
company vehicle, laptop and cell phone for qualified 
candidates. Send resumes to careers@acfpower.com 
or fax to HR at 813-621-6980. EGSA Certified 
Technicians Preferred. 



Generator Technicians 

Due to our continued growth, Central Power 
Systems & Services, Inc. has immediate openings 
for Generator Technicians at several of our Missouri, 
Kansas and Oklahoma facilities. We offer a strong 
base wage and a full benefit package (including 
FREE MEDICAL & LIFE insurance) and PAID 
RELOCATION depending on skill set. Fax a cover 
letter, salary requirements and your resume to 816- 
781-4518 or e-mail it to jobs@cpower.com EOE 
EGSA Certified Technicians Preferred. 

Power Generation Equipment Sales Person 

Kentech Power is looking for a full-time Power 
Generation Equipment Sales Person. Potential 
candidates should possess previous sales experience, 
preferably in the Power Generation Equipment 
Field. They must be highly motivated and customer 
focused. They must be willing to work in the 
San Antonio / Austin area. Interested candidates 
should send their resume through our website at 
www.kenterchpower.com or by fax to 210-946-2473. 

Generator Sales 

Cooper Power Systems, a New Jersey, New York 
based Kohler Generator Distributor for more than 
40 years, has immediate openings for qualified 
Salespeople at our Long Island, NY location. We 
offer a competitive compensation package, health 
benefit plan, vacation. Please send your resume and 
salary requirements to greg.seres@cooper-electric.com 

Generator Set Sales/Service 

Experienced sales/service engineer needed 
by southern California company to sell 
engine generator sets. 

Please respond to J.Kellough@EGSA.org 
(Reference PLND06JB-1). 



CONSTRUCTION 




HO. Penn Machinery Co,, is. rht Caterpillar dealer Sir Metro 
New York and CotmLxtic.ut- Our Holtsville (Long Island) Power 
Systems Division offers the following outstanding opportiiniries: 

GENERAL MANAGER job id: 2011-1040 

Markets engine parts and service through effective planning and 
management ind promotion of key products for customer product 
support and effectively manages dept operations and budget. Reqs 
a Bach’s deg (technical or business) or equiv work exp in sales or 
service management and 5+ yes' mgr exp with expertise in 
employee and team development. 

SALES MANAGER job id; 2011-1039 

Sell engine parts and service through effective planning and mgt 
and coordinates with Paris and Service depts to price and 
schedule work. A Bach's deg (technical or business) or equiv 
work exp in sales mgt and 3+ ytV sales mgt exp with strong exp 
in employee development required. 

RENTAL MANAGER Job ID: 2010-1035 

Provides key resources ( people h time and leadership) to 
maximize marker share and successfully develops growth 
initiatives and manages the Rental operation incl mgt of the 
rental fleet and staffing and developing people. Must possess a 
BA/BS in an Electrical, Mechanical, or Business related major 
or equiv industry' related working exp and 5+ yrs’ exp in a 
Power Industry Sales or Management position. 

Highly attractive compensation St outstanding benefits. 

For complete job descriptions and to apply online, visit; 

https ^/career s-hopetmJcims .com/jobs/intto 


ROE/ M/F/D/V Drug Free Workplace 


Providing Search & Placement Services to the Power Generation Industry 


Immediate Openings throughout the U.S. — Call for Confidential Details and Locations! 


r 

SALES 

ENGINEERING 


Manufacturers 

Project Managers 


Distributor/Dealers 

Project Engineers 


• Sales Managers 

• Electrical 


• Sales Reps 

• Mechanical 


SERVICE 

SUPPORT 


. . . . 

Service Managers 

Application Engineers 


Field Service 

• Switchgear & Controls 


• Electrical 

• Stand-by /Prime Power 


• Mechanical 

L. 

• Distributed Generation 





$$ REFERRAL FEES PAID $$ CALL TODAY!! 


SEA* C 


Power Search, Inc. 

10 Bricketts Mill Road • Hampstead, NH 03841 
(603) 329-1 144 • Fax (603) 329-4796 
E-mail: ed@powersearchinc.com 


MEMBER 



" The Power Generation Specialists 11 
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INDUSTRY NEWS 


Wartsila Receives Major Power Plant Order from Turkey 

Wartsila will supply the world’s largest gas engines for a new 
Turkish power plant with a combined output of 135 MW. When 
the project is completed, Wartsila’s generating capacity in Tur- 
key will exceed 3 GW. Approximately 85 per cent of these plants 
will be running on natural gas. 

Wartsila, a global supplier of flexible power plants and ser- 
vices to the global power generation market, has received an 
order to supply engines for a new power plant in Turkey. The 
scope of supply covers seven Wartsila 18V50SG natural gas fu- 
elled engines with a combined output of 135 MW of electricity. 
The order has been placed by Odas Elektrik Uretim, an inde- 
pendent power producer (IPP) for its new plant at Urfa in south 
eastern Turkey. The plant is scheduled for completion in the fall 
2011, and will supply power to the national grid. 

The Wartsila 18V50SG spark-ignited gas engine is the largest 
gas powered combustion engine generating set in the world. It 
reaches an exceptionally high power plant net efficiency rating 
of more than 50 per cent in combined cycle mode. The engine 
was introduced in autumn 2010. The very first installation also 
took place in Turkey where there is a need to rapidly increase 
efficient generation capacity. 


“Wartsila’s solution was the best under the ambient condi- 
tions of the region,” comments Mr Burak Altay, General Man- 
ager, Odas Elektrik Uretim. “The short delivery time, high 
electrical efficiency, technical support and the design capability 
convinced us to place the order with Wartsila.” 

“Wartsila has a strong presence in Turkey, and this latest 
order reinforces our position in this market,” commented Ufuk 
Berk, Managing Director, Wartsila Turkey. “When this project is 
completed, our generating capacity in Turkey will exceed 3 GW. 
Approximately 85 per cent of these plants will be running on 
natural gas. The success of the Wartsila 50SG engine empha- 
sises the strength of our technology in the held of gas and dual- 
fuel engines. It is an exceptionally efficient and flexible power 
generator, and it significantly contributes to the environmental 
sustainability of modern power systems.” 

Wartsila has been present in Turkey since 1994 when the 
first units were delivered. Today more than 300 Wartsila en- 
gines are installed. Wartsila currently provides sales and service 
to its customers from two locations in Turkey and employs more 
than 120 people. A third workshop is scheduled to be opened 
later this year, after which the total number of Wartsila employ- 
ees in Turkey will increase to around 160. ■ 



Davidson Sales Company 
www.davidsonsalesxQm 
CALL (386) 274-2079 
(800) 383-2078 


Minuteman 

LOAD BANK 

• Ultra-Compact - Only 65 lbs! 

• lOO kW Suitcase Style 

• Continuously Rated 


• Legendary Avtron Quality 

I MEMBER 


J\ 


SINCE 

1988 


VTRON 


WWW.LOAD-BANK.COM 

(216) 573-7600 • FAX: (216)-573-5953 



Heavy Duty 
Thermal Coolant 


GVANS 

WATERLESS ENGINE COOLANT 


No Coolant Change- 
outs Necessary 

Reduced Toxicity 

No Overheating 

Waterless Formula 
Prevents Corrosion 


www. Eva nsCooli ng.com 
860 . 668.1114 

Permanent 

Cooling 

Protection 
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INDUSTRY NEWS 


Cummins Power Generation Launches Website on 
Climate-Change Initiatives 

Cummins Power Generation has launched a new website 
dedicated to the company’s broad range of climate-change ini- 
tiatives. 

The website brings together news and information from 
across Cummins Power Generation about its varied products, 
services, projects, development initiatives and employee activi- 


ties that have a bearing on climate change and reducing carbon 
footprints. 

Jaime Teixeira de Queiroz, Executive Director for Commer- 
cial Project Business, noted that the rationale for the site starts 
with one element of the corporate mission, which demands that 
everything the company does lead to a cleaner, healthier, safer 
environment. “That commitment drives our work as a world- 
wide leader in emissions technology, which provides Cummins 
with a significant advantage,” he said. “It also is behind 
ongoing efforts to reduce the environmental impact of 
our facilities, and engage our employees in ways they can 
make a difference.” 

Tony Satterthwaite, President of Cummins Power Gen- 
eration, said, “We are committed to being fact-based, 
open and engaged with our customers, suppliers, employ- 
ees and communities about the issue of climate change. 
For example, we are collaborating with customers on re- 
ducing fuel and lube oil consumption and on developing 
logistics solutions that reduce transportation and materi- 
als costs. The new website is a great way to collect and dis- 
seminate information on all our work in this crucial area.” 
For information, visit www.cumminspowerdocs.com/cli- 
mate/climate-landing.html m 



CUSTOM FABRICATION, INC. 

IJfllin l:.i CX 


,P hope 2 1 0 0 

' J S^a.x r( 3 ' 5 2 ) 351 81 


www.jrscustomfab'com 


CHECK OUT OUR 
NEW FACILITY AT 
5QUQ H.Wr 5lh STREET 
^ QGALArfli >*402 




rGENTRACKER 

| Generator Monitoring System 



GENERATOR 


The Zest step on tine pa\Y\\o 


RELIABLE PQNitR. 


• Low cost 

• Easy to install 

• No programming required 

• Universal for all generator brands 
and sizes 


• Automatic monthly e-mail to 
customer 

• Remote starts 

• Internet-based 

• (generator activity documentation) 


• Notifications by e-mail and cellular 
text messaging 

• 3 ways to communicate (cellular, 
phone, ethernet) 

Generator Solutions, Inc. 
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When the grid lets you down, 

we bring the grid to you. 


With 2000 kilowatts of reliable, portable power, the CQ-2000 
from Enginuity Portable Grid will efficiently meet the most 
stringent power demands - wherever it’s needed, whenever 
it’s needed. 

This workhorse power module operates in either “Island” or 
“Utility Export” mode and features full utility class switchgear 
for added reliability and protection. 

EPG has more than 75 MWs of new and used capacity in 
inventory and offers convenient purchase, lease-purchase or 
rental options to meet any need - large or small. 


The CQ-2000 from EPG. 
Comfortably Quiet. 

• Lift- top service access • 1 ,250 gallon UL142 tank 

• Side access panels • Remote fault diagnostics 

• Multi-fan cooling system • Reliable worldwide 24/7 service 

• 110% spill containment • Max. emissions compliance 

Also available: 

■ CQ-1500 (1500 kW) ■ CQ-1000 (1000 kW) HCQ-SOO (800 kW) 



We bring the grid to you. 

1-800-410-3610 ■ sales@epginc.us 
www.epginc.us 






i m ■■ ■ w i y v %■ 

power switching and controls SUPPORT 


Demand more from technical support 
throughout your switchgear’s life cycle. 

Power switching and controls grow increasingly complex 
and sophisticated. Digital control technology evolves. 
Functionality and capabilities broaden. 

Technical support is about people helping people with 
project management and support throughout the on-site 
power system’s life cycle— 20, 30 or more years. 

A lot happens in 30 years. Codes and standards change. 
Digital control technology evolves four times or more. 
Functionality doubles or triples. The demand for more 

ASCO Power Switching & Controls 

Just another reason why Emerson Network Power is the 
global leader in enabling Business-Critical Continuity.™ 
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operational control, precision and 
accuracy never stops. 

Will the manufacturer you select 
be able to upgrade your system in 
1 5, 20 or more years? ASCO can. 
Unparalleled technical support will 
help ensure your power switching and 
controls optimize power reliability. 


Compare technical support capabilities. Then prefer 
ASCO and receive technical support that comes full 
circle throughout your system’s entire life cycle. 

Contact ASCO. Call (800) 800-ASCO (2726), or visit 
ascopower.com or ascoapu.com. 
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